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How to Use the Report 


Info-Tech's Data Quadrant Reports provide a comprehensive evaluation of popular products in the 
О n t e n ts Application Lifecycle Management market. This buyer's guide is designed to help prospective 
purchasers make better decisions by leveraging the experiences of real users. 


The data in this report is collected from real end users, meticulously verified for veracity, 


Data Quadrant exhaustively analyzed, and visualized in easy to understand charts and graphs. Each product is 
compared and contrasted with all other vendors in their category to create a holistic, unbiased view 
Category Overview of the product landscape. 


Use this report to determine which product is right for your organization. For highly detailed reports 
on individual products, see Info-Tech’s Product Scorecard. 
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Software 
Directory 


APPLICATION LIFECYCLE 
MANAGEMENT SOFTWARE 


Selecting software can be overwhelming and 
one of the biggest challenges facing 

organizations is understanding the 
marketplace and identifying all of the available 
vendors and products. The Software Directory 
is a comprehensive list of all relevant software 
vendors in a particular category. Use this page 
to create the right vendor shortlist by exploring 


all of the options available to you 
organization. 
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: Data Quadrant to identify which products and vendors are leadings the pack and 
SoftwareReviews which are trailing. 
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с) Inflectra SpiraTeam 


“м Тһе Software Reviews Data Quadrant evaluates and ranks products based on feedback from ІТ and business professionals. 
The placement of a software in the Data Quadrant indicates its relative ranking as well as its categorization. 
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к IBM Rational CLM 
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© І 
Helix ALM Suite қ When distilled down, the software experience is shaped by both the experience with the software and the relationship with 
н Visure the vendor. Evaluating enterprise software along these two dimensions provides a comprehensive understanding of the 
==5--|--4---- MEE m "чу le Е рр НЕ БАЕ УНА product and helps identify vendors that can deliver оп both. 
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PRODUCT FEATURES AND SATISFACTION 


ALM Octane 
І 
І Rally Software The satisfaction is captured in the overall satisfaction The vendor relationship is calculated in a weighted average of the 
score, which is driven by the likelihood of users to satisfaction scores tied to vendor capabilities (e.g. software 
recommend the software, combined with user implementation, training, customer support, product roadmap) as 
e satisfaction across top product features. well as emotional response ratings toward the vendor (e.g. 


trustworthy, respectful, fair). 
Intland codeBeamer ALM 


Note: The axes ranges are dynamically adjusted based on minimum and maximum values in the dataset. 
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This page provides a high level summary of product performance within the Application Lifecycle Management category. Products are ranked by a composite satisfaction score 
(Composite Score) that averages four different areas of evaluation: Net Emotional Footprint, Vendor Capabilities, Product Features, and Likeliness to Recommend. The Net 
Emotional Footprint Score measures user emotional response ratings of the vendor (e.g. trustworthy, respectful, fair). 


C t М O | 
8 Use this data to get a sense of the field, and to see how the products you're considering stack up. 
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This page provides a high level summary of product performance within the Application Lifecycle Management category. Products are ranked by a composite satisfaction score 


(Composite Score) that averages four different areas of evaluation: Net Emotional Footprint, Vendor Capabilities, Product Features, and Likeliness to Recommend. The Net 
Emotional Footprint Score measures user emotional response ratings of the vendor (e.g. trustworthy, respectful, fair) 


Category Overview 


Use this data to get a sense of the field, and to see how the products you're considering stack up. 
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11 ПІ ALM Octane 7.4/10 +70 ! 752 79% 72% 
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This page summarizes user satisfaction with a variety of vendor capabilities regarding their product offering(s). Look for strong and consistent performance across the 


m m 
Ve n d О r ( а p а b ] lity e и m m "i ry board when assembling your shortlist, and follow-up on areas of concern during the evaluation and negotiation processes. 
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Vendor Capability Summary 
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This page summarizes user satisfaction with a variety of vendor capabilities regarding their product offering(s). Look for strong and consistent performance across the 
board when assembling your shortlist, and follow-up on areas of concern during the evaluation and negotiation processes. 
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United States Eounded 2006 — — 
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Inflectra SpiraTeam How to Use the Scorecard 
Product Scoreca rd Conte nts The Product Scorecard is a comprehensive report designed to help clients make better purchasing 
decisions. 
Executive summary 3 Data in the report is collected from real end users’ of the product and analyzed in an exhaustive fashion 
" : ` with extensive data analytics. 
Vendor Capability Satisfaction 4 
| _ Use this report to understand whether this product is right for your organization. 
Product Feature Satisfaction 5 
Emotional Footprint 6 
Reasons for Leaving or Joining 0 
Implementation 12 
Staffing and Ownership 13 
Selection Decisions 14 
Market Size Comparison 15 
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APPLICATION 


LIFECYCLE 
MANAGEMENT 


Inflectra offers a complete ALM solution. Why only address part of the lifecycle? SpiraTeam has the entire process covered, 
from requirements, testing, tasks, code, builds and bug-tracking all integrated. Therefore, take control of your project's 
development and software testing. 


50 Employees 


8121 Georgia Avenue, Suite 504 
Silver Spring, MD 
United States 


The composite satisfaction score (Composite Score) is an average of four different areas of evaluation: Net Emotional 
Footprint, Vendor Capabilities, Product Features, and Likeliness to Recommend. The Net Emotional Footprint Score measures 
user emotional response ratings of the vendor (e.g. trustworthy, respectful, fair). 
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When making the right purchasing decision, use peer satisfaction ratings to decipher Inflectra SpiraTeams strengths and ОР СЕНТ ТЕБ Delights Т Т Management ОР PUENTE ЕБ Delights тт Management 
weaknesses, and determine which capabilities matter most to you. A scale of satisfaction ranging from Disappoints, 
Almost Satisfies, Highly Satisfies, and Delights is applied to each core vendor capability providing an ability to understand The ability to perform a wide Hig ghy e e © © © © © ө Ease ot use of the backend Hig gny e e © © © © © 
satisfaction across several business and IT competencies. variety of tasks. Satisfies Т Т Т Т Т Т Т Т user interface. Satisties Т Т Т Т Т Т Т 
Users prefer feature rich This data indicates whether IT 
H tisfied ith the followina Inflectra SpiraT: bilities? software that enables them to Almost 79% personnel will be able to resolve | Almost = 7795 
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breadth of features. pisappoints CATEGORY Disappoints CATEGORY 
AVERAGE AVERAGE 


Vendor Support i4 NEM Ease of Implementation 344 Availability and Quality of Training Ranked 


3rd 


4th eth 


о of 11 in о of Tl in о of 11 in 
46 Yo DEGREE OF SATISFACTION Application 29 Yo DEGREE OF SATISFACTION Application 15 Yo Application 
ifecycle Lifecycle Lifecycle 

OF CLIENTS | dn rin rin cin е шегу OF CLIENTS , ооо у OF CLIENTS | е e у 
ARE DELIGHTED Delights Т Т Т Т Т Management ШҰҒА НАН а» Delights Т Т Т Management ARE DELIGHTED Delights Т Т Мападетепі 
The ability to receive біте! Highl 4 64 69,46 The ability to implement the Highl 4 69 pan pan cen е Quality training allows Highl е 69 69 6/46 6/42 
апа sufficrent support. T Баев Т Т Т Т solution lout ünhecessary Salistie Т Т Т Т Т Т votis to iake full Salistles Т Т Т Т Т Т Т 
Тһе importance b vendor о disruption. ө о advantage of the software. о 
support will vary for each Almost 84 % Successfully implementing new Almost 80 А Effective and readily available Almost 77 Jo 
organization depending on Satisfies SATISFACTION X Software is necessary to realize Satisfies Т SATISFACTION training enables users to get the Satisfies SATISFACTION 
internal capabilities, but there its full value and promote end most out of the software you've 
will always be issues that only Disappoints 79% user adoption. This data Disappoints 79% chosen. Use this section to make | Disappoints 76% 
the vendor can resolve. рр CATEGORY indicates whether or not the рр CATEGORY sure your vendor's training рр CATEGORY 

AVERAGE product is easy to implement. AVERAGE programs and materials measure AVERAGE 

up. 
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Software needs to create value Don't get bogged down in a Feature quality is just as 
for employees, customers, Almost 799 difficult customization; use this Almost 79% important as quantity. Use this Almost 79% 
partners, and, ultimately, Satisfies SATISFACTION data to make sure you can easily | Satisfies SATISFACTION data to determine if this product Satisfies SATISFACTION 


shareholders. This data achieve the functionality you will do what you're purchasing i 


expresses user satisfaction - ог ; А 77% need for your particular situation. ; i 77% to do, easily, intuitively, reliab " ; ; 79% 
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ARE DELIGHTED Delights ТТТ Management ARE DELIGHTED Delights ТТ Management ARE DELIGHTED Delights ТТТ Management 
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The ability to reduce training Highl The ability to adapt to market Highl The ability to seamlessly Highl 
due to intuitive design. Satish 165 Т Т Т Т Т сһапде. Salisties Т Т Т Т Т Т Т integrate data. Salisttes Т Т Т Т Т Т 
End user learning curves cost the о Vendors who don't stay on top of о Use this data to determine о 
organization money. Pay Almost 79 А emerging needs and trends won't | Almost 78 А whether the product will cause Almost 77 А 
attention to your end users’ Satisfies SATISFACTION enable you to meet your business | Satisfies SATISFACTION headaches or make data Satisfies SATISFACTION 
technical ability to determine 76% goals. Use this data to separate 76% integration easy. 76% 
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PRODUCT SCORECARD Executi Vendor Capabilit Product Feat Emotional Re: f Modul Implementati Staffing & Selecti Market Si c i :— Versi 
(@) Summary М satisfaction У Satisfaction & Footprint 3 Leaving & Joining © Satisfaction В) ne enarrat ШІ Ownership ® Decisions Ф Comparison ole =n 4 


Product Scorecard / Product Feature Satisfaction 


ГМЕО-ГЕСН 


R E S & AIR © ln GIR @ ІШ ip 


Product 
Feature Satisfaction 


Pay attention to the features you need for your scenario by evaluating peer feature satisfaction ratings. Tolerate low 
scores on features that do not impact your business, instead focus on scores being high for features that matter. A scale 
of satisfaction ranging from Disappoints, Almost Satisfies, Highly Satisfies, and Delights is applied to each feature core 
to the Application Lifecycle Management market. 


How satisfied are you with the following Inflectra 5ріга Теат features and functionalities? 
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Importance to 
Professional Success 


How important is Inflectra SpiraTeam to your 
current professional success? 


CRITICAL 


87% 


0% 


IRRELEVANT 


Strength of 
Emotional Connection 


Overall, describe the strength of your emotional 
connection to Inflectra SpiraTeam 


LOVE 


97% аш 


0% 


НАТЕ 


PRODUCT SCORECARD 


Executive 
8 Summary © J Satisfaction 


Vendor Capability Emotional 


Product Feature А 
Footprint 


© / Satisfaction 


Emotional 
Footprint 


B2B purchasing decisions not only rely on data and facts, but also gut 
instinct and emotional inputs. A vendors' Emotional Footprint can influence 
whether a client chooses to do business with the organization. The 
information displayed below represents the emotional sentiment held by end 
users of the software based on their experience with the vendor. Responses 
are captured on an eight-point scale. 


EMOTIONAL SPECTRUM SCALE 


NEGATIVE NEUTRAL POSITIVE 
NET 

Of, - Of, = EMOTIONAL 

POSITIVE FOOTPRINT 


NEGATIVE 


NET 
EMOTIONAL 
FOOTPRINT 


+ 


Module Implementation 
Ҹ / Satisfaction B E 


Reasons for 


e$ Staffing & 
= Leaving & Joining 


= Ownership 


Strategy and 
Innovation 


Ascore ranging from minus 4 to plus 4 is 
applied to each individual's emotional 
reaction to each question. 


HELPS INNOVATE 


93% | 


As а customer, please share your feelings 
across Inflectra 5рігаТеат5 Strategy and 
Innovation 


2 - 


ROADBLOCK TO INNOVATION 


INCLUDES PRODUCT INSPIRING 
ENHANCEMENTS 
= 91% қ 
93% ч " 
” 0% “4 7 
CHARGES FOR PRODUCT 2% 
ЕМНАМСЕМЕМТ5 DESPISED 


APPRECIATES INCUMBENT STATUS CONTINUALLY IMPROVING 


90% а 8 
| 


“ 


LEVERAGES INCUMBENT STATUS 


0% 


STAGNANT 


Market Size 


FEE 
election im Comparison 


Versions 
e Decisions 


Q Comparisons 
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RESPECTFUL CARING SAVES TIME EFFECTIVE EFFICIENT 


Service 97% 95% 95% 94% 92% 


Experience 


As a customer, please share your 
feelings across Inflectra SpiraTeam 
Service Experience 


DISRESPECTFUL NEGLECTFUL WASTES TIME FRUSTRATING BUREAUCRATIC 
PERFORMANCE ENHANCING ENABLES PRODUCTIVITY UNIQUE FEATURES RELIABLE SECURITY PROTECTS 


Mee 100% 97% 95% 94% 88% 


Ехрегіепсе 


As a customer, please share your 
feelings across Inflectra SpiraTeams 
Product Impact 


PERFORMANCE RESTRICTING RESTRICTS PRODUCTIVITY COMMODITY FEATURES UNRELIABLE SECURITY FRUSTRATES 
N ee d CLIENT'S INTEREST FIRST FRIENDLY NEGOTIATION TRANSPARENT GENEROSITY OVER DELIVERED 
Contract Experience 


As a customer, please share your 
feelings across Inflectra SpiraTeams 
Negotiation and Contract 


VENDOR'S INTEREST FIRST HARDBALL TACTICS DECEPTIVE GREED OVER PROMISED 
TRUSTWORTHY CLIENT FRIENDLY POLICIES FAIR INTEGRITY ALTRUISTIC 


Problem Resolution ó Б o о о 
Еке 95% 93% 92% 90% 88% 


As a customer, please share your 
feelings across Inflectra SpiraTeams 
Product Impact 


9 
9 


BIG FAT LIARS VENDOR FRIENDLY POLICIES UNFAIR LACK OF INTEGRITY SELFISH 
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Relationships and 93% POSITIVE NET 


| nte la ctio n SENTIMENTS RELATIONSHIP 


When interacting with Inflectra SpiraTeam your peers express the following positive and negative sentiments across several teams 


Use this to assess this vendors' service orientation and ease of partnership. | 1% N EGATIVE ulis e 2 
z SENTIMENTS 


Based on your interactions and relationships with Inflectra SpiraTeam, please summarize what you experienced 


Sales Team Technical and Product Specialists 
FRIENDLY / CARING EFFECTIVE / KNOWLEDGEABLE EFFECTIVE / KNOWLEDGEABLE FRIENDLY / CARING 
| Е Q Е Ф В © 
8% 0 0 0% 
INDIFFERENT / UNPLEASANT INEFFECTIVE / UNHELPFUL INEFFECTIVE / UNHELPFUL INDIFFERENT / UNPLEASANT 
Client Service Team Leadership Team 
EFFECTIVE / KNOWLEDGEABLE FRIENDLY / CARING EFFECTIVE / KNOWLEDGEABLE FRIENDLY / CARING 
й i Ф Е € Е С 
0% 0% 0 0% 
INEFFECTIVE / UNHELPFUL INDIFFERENT / UNPLEASANT INEFFECTIVE / UNHELPFUL INDIFFERENT / UNPLEASANT 
ааа B) Summary v^) Satisfaction міну м бач" & Footprint 1) Leaving & loining V) Satisfaction (gj) imelementation A Ownership ©) Bedson hy Comparison oo 2 9 
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J a ш See why пы left which ao Келте for gus Dm and their average 
= increase or decrease in satisfaction with that move. Determine if your reasons for 
О [| n [ ng Inflectra SpiraTeam selecting match the most common ones, and predict your own change in satisfaction by 


looking at your peers. 


3 PEOPLE | 1 PERSON Cy 1 PERSON 
НАМЕ LEFT 77%“ HAS LEFT She dt HAS LEFT E 


MICRO 
FOCUS 


PRIMARY REASON FOR PRIMARY REASON FOR PRIMARY REASON FOR 
LEAVING LEAVING LEAVING 


Cost Cost соз ЕН 


Functionality SSS) Functionality Functionality 

Services Services Services 

Architecture Architecture Architecture 

Changing Needs —— Changing Needs (ЕЕЕ Changing Needs 
Political Reasons Political Reasons Political Reasons 
Vendor Rationalization Vendor Rationalization Vendor Rationalization 
Usability Usability Usability 

Other Other Other 


O MORE SATISFIED O MORE SATISFIED О MORE SATISFIED 
83 7 “ ^ 50% " 0% = 


® 


жү 
spiraleam 
“Ў 


5 people аге 33% more satisfied with Inflectra SpiraTeam over their previous vendor on 
average 
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Ш Summary % / Satis Ҹ / Satisfactio а Footprint Y / Satisfactio B E Wo TT ® Decisions аһ Сотрагізоп Q p 10 
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What Discounts are % What are Clients of Inflectra 
Available? 5 0 Spi l i S d 
мацар(е: piraTeam Planning to Spen 

OF ORGANIZATIONS HAVE 
Every company provides discounts, but pricing flexibility changes per vendor. P M MM М ext Ve a r Э 
Have you been able to negotiate a discount or price reduction? в 


Please indicate your expected percentage increase or decrease due to adding or removing modules or services next year, as well as the expected 
percentage increase or decrease in cost per license. 
Reasons for discounts vary. Analyze the 


ш 
Е ЕН m ea] r Rea e 0 n Fo r most popular types of discounts provided Based on satisfaction, and broken up into buckets of thirds, see whether satisfaction correlates with anticipated spend. 
М from Inflectra SpiraTeam. 


D ш Please select the primary reason for the 
li Sco u nt discount or price reduction. 

BOTTOM 3RD MIDDLE 3RD TOP 3RD 
RANKED RANKED RANKED 


SATISFACTION SATISFACTION SATISFACTION 


Legend 


@ Multi-Year Commitment 
© Vendor Management and Ne... 


© Volume Purchase COST PER COST PER COST PER 
LICENSE LICENSE LICENSE 


420°" ЖТ” | 4 8% 


# OF # OF # OF 
Discount % Provided ооо. LICENSES LICENSES LICENSES 


- B t21% 412% 110% 


ADD-ON ADD-ON ADD-ON 


96 OF 
RESPONDENTS COSTS COSTS COSTS 
20% 27% oí 9%, % 
9% 
% OF DISCOUNT 6-10% 11- 25% 26 - 50% 
PRODUCT SCORECARD gj pecie + Wendor Capability Product Feature Emotional ку Besson for v Medi ы, [Implementation sap ating өр selection д, Market size Q, Comparison не Versions n 
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Range 
ш | 
See how popular different types of implementation can influence satisfaction with Inflectra SpiraTeam, the time taken to 
nm Е (p nm (p n a IQ n implement the product, and the cost associated. Use cost, time, and satisfaction levels to make the right decision for you. 
Smallest Greatest 
a : cu B — —— — & 
S ЄЛ] t | s fa ct | О n First Quartile | Median m Quartile 


IMPLEMENTATION TYPE IMPLEMENTATION AVG WEEKS AVG COST 
% of respondents SATISFACTION WEEKS | TO IMPLEMENT COST TO IMPLEMENT 


Minimal us 34% 91% ТТФ so - ққ Ы in и um = m 
Required 


2.5 5 75 10 12.5 15 17.5 20 22.5 25 6k 12k 18k 24k 30k 36k 42k 48k 54k 


шым as 79% ФФФФФФФФ## з  НЕН--:: оо HM 


1.2 1.8 2.4 3 3.6 4.2 4.8 5.4 6 6.6 Tk 1.5k 2k 2.5k 3k 3.5k 4k 4.5k 5k 5.5k 
With a Third 4% 75% Фтттттттттт 12.0 - 
Part 
13 14 15 16 17 18 19 20 21 22 
—— NE 3 EE 
Implementation 
12 1.6 2 2.4 2.8 3.2 3.6 5 4.4 4.8 


ш ш Organizations Organizations 
Tra | n І ПЕ 8 % Experience a д О Ехрегіепсе а ва О 
(3) © о 


How much have you spent on formal user and administrative training іп 
the last year? How much do you need to spend on training in order to of Companies Spent Change in Likeliness to Recommend Change in Likeliness to Recommend 


receive the most out of the product? See how the amount spent on training Zero Dollars on Training When They Spend an Average of When They Spend an Average of 


influences likeliness to recommend. Determine whether it’s worth paying 
for training at all. 
NO TRAINING $350 ON TRAINING 6980 ON TRAINING 


Average Likeliness to Recommend Average Likeliness to Recommend Average Likeliness to Recommend 


76” 96” 79% 
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amount of staff supporting and maintaining the software. Determine how many support staff and developers you'll need to be 


successful and what they'll cost. 


Е ш Be prepared. Ensure you staff the maintenance of Inflectra SpiraTeam correctly or risk dissatisfaction. See how likeliness to 
ей n g a ІШ d үү n (p r 5 | 0 recommend, satisfaction with the ease of IT administration and satisfaction with the ease of customization correlates with the 


NUMBER OF IT SUPPORT STAFF EASE OF IT ADMINISTRATION EASE OF CUSTOMIZATION 


NUMBER OF DEVELOPERS 
REQUIRED 


REQUIRED ЕЕ SATISFACTION SATISFACTION 


LIKELINESS TO RECOMMEND 


EASE OF IT ADMINISTRATION EASE OF CUSTOMIZATION 
SATISFACTION SATISFACTION 


11+ STAFF 
V 13% < 12% 4 2% БЕ ^ T6 ^ 4% A д% 
6-10 STAFF 6-10 STAFF 
WITH “2 MORE WITH “2 MORE WITH “2 MORE WITH 71 MORE WITH ~1 MORE WITH ~1 MORE 
4-5 STAFF / STAFF STAFF STAFF 4-5 STAFF / STAFF STAFF STAFF 


3 STAFF 


97% 87% 87% ШИ 93% 


79% 81% 


WITH 72 STAFF WITH 72 STAFF WITH 72 STAFF WITH 72 STAFF WITH 72 STAFF WITH 72 STAFF 
2 STAFF 
2 STAFF 
% % % % % % 
all 14% о о О о о 
15ТАҒҒ 1STAFF 
WITH ~1 LESS WITH ~1 LESS WITH ~1 LESS WITH ~1 LESS WITH ~1 LESS WITH ~1 LESS 
STAFF STAFF STAFF STAFF STAFF STAFF 
— 0 STAFF 
a ш = a ш a 
Staff Salaries Established Clear Ownership Ownership Satisfaction 
SALARY SUPPORT 
$100К + 0% 87% 
=a S RUE IT OWNER BUSINESS 
ONLY AND IT BUSINESS AND IT OWNER 
$51- $75K 34% ф 566К 19° OWNER . 
о | 
$31- $50K 3396 ф S40K 50 Ao | 
<= $30K 0% BUSINESS OWNER ONLY 
SALARY DEVELOPERS Е 
E шш 9з” 
О, 
ШШ, ie NO NO OWNER 
$76 - 5100К 33% d 590К OWNER 
% 
$51- $75K 34% $ S66K 19% 
€— TE AEST IT OWNER ONLY 
«- $30K 096 
оо BJ) Summary Е атын м) Satistacton s & Footprint £3) Leaving & ining м Satisfaction Du A oorr ©) Bedson sh) Comparison — LEE 2 Б 


Product Scorecard / Selection Decisions 


How Selection 
Decisions are Made 


1 WEEK 2 WEEKS 3-5 WEEKS 


14% 38% 


Who Made the 
Selection 


19% 


# of 
Decision 
Makers 


Business 0% 
and IT 
involvement 
IT ONLY MIXED 
0% 0% Ё 0% 0% 0% 

# of 0 1 Aral 9 0 

- - + 
Influencers 

IT ONLY 


PRODUCT SCORECARD Product Feature 


Vendor Capability у Eroduct Fea 


Executive 
© Satisfaction 


ы Summary 


6-10 WEEKS 


19% 


Spend the right amount of time making your 
decision. See how formal peers’ selection 
processes are to allocate appropriate resourcing for 
this project. 


How much time and effort (in weeks) was spent 
making your selection decision? 


11-20 WEEKS 21+ WEEKS 


5% 5% 


Involve the right people when purchasing. See who 
peers’ involved in the decision to ensure you're 
involving the right mix of business and IT. 


How many people were involved in the following 
capacities during this vendor selection decision? 


19% 


10% 


Q^ 


BUSINESS ONLY 
0% п 18% 0% 0% 0% 0% 
00% 
1 2-4 5-8 9+ 0 1 2-4 5-8 9+ 
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Selection FORMAL 


Methodology 


Software that is integral to the business needs a full, formal, front-to-back 
selection ишен which takes time and resources. Some software сап be 
риси with less involvement. Understand what process уои should 
undertake. 


Selection Process, 
Oversight, 
and Approval 


What processes, oversights, and approvals were used in your evaluation and 
selection process? 


Discover the most popular types of selection processes, oversights, and 
approvals used for Intlectra SpiraTeam. Because companies may use more 
than one process when selecting software, these percentages don't 
necessarily add to 100%. 


Enterprise Architecture 
Oversight and Approval 


Procurement or Legal 
Oversight and Approval 


Security Oversight and 
Approval 


Used a Consultant 


Used an RFP Process 


Used Formal Decision Criteria 


Used ROI or Cost Benefit 
Analysis 


Used Third Party Data or 
Reports 


How Effective is the 


86” EFFECTIVE 


MIXED BUSINESS ONLY G | ei p 
Emotional Reasons for Module Implementation гез Staffing & Selection Market Size Comparisons :— Versions 
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Ma rket © ize Co m Da Ші S0 n о то : SNC nl 2 “Medium” businesses range from 501 to 5,000 employees, and “Large” 


SMALL MEDIUM LARGE 
NET PROMOTER SCORE NET PROMOTER SCORE 


NET PROMOTER оо ө © 9 ө ө NET PROMOTER о о © © © © ө ө NET PROMOTER e © © о © © ө ө 
Promoters Т Т Т Т Т Т Т 70% Promoters Т Т qm Т Т Т Т Т 79% Promoters Т Т Т Т Т Т Т Т 82% 
e e e e e 
Passives ТТ 19% Passives Т 1196 Passives TI 18% 
ө ө 
Detractors Т 1196 Detractors Т 10% Detractors 0% 
Delighted Т Т Т 2596 Delighted ў Т Т 26% Delighted Т Т Т 2796 
ө СЛ е e ө ө е ө ө ө ә ә ө ө e @ ө 
CAPABILITY Highly Satisfied PP т т Т 67% CAPABILITY Highly Satisfied ТТТ Т тт 60% CAPABILITY Highly Satisfied Йй qm Т LUE ТТ 73% 
SATISFACTION Almost Satisfied $ 796 SATISFACTION Almost Satisfied т 1496 SATISFACTION Almost Satisfied 096 
Disappointed 1% Disappointed 0% Disappointed 0% 
Delighted Т ў Т 26% Delighted ў $ 1696 Delighted Т m Т 2796 
: T [ ] е е е [ ] [ 65% s me" e e e e ө е e 70% ; ae ө e ө e e ө е 699 
FEATURE Highly Satisfied Т Т TT © ЕЕАТИВЕ Highly Satisfied І(ТТТТТТ © FEATURE Highly Satisfied fM qm qm qm т qm Т 6 
SATISFACTION Almost Satisfied 896 SATISFACTION Almost Satisfied Т 1496 SATISFACTION Almost Satisfied 4% 
Disappointed 1% Disappointed 0% Disappointed 0% 
ө ө ө е e ө 
Delighted TTP 31% Delighted TT 34% Delighted 096 
Hi hl с ti f d ө ө e ө е ө 579 Hi hl с ti fi 4 ө e ө ө e С ] 55% " hl с ti f d . С ] С ] е ө ө ө ө ө 100% 
IMPLEMENTATION | Highly Satisfied M qn qp qp qp Т в IMPLEMENTATION | Mighly Satisfied M qm т т Т : IMPLEMENTATION | Mehly Satisfied m my Ty T TTTTT е 
SATISFACTION Almost Satisfied $ 1296 SATISFACTION Almost Satisfied $ 1196 SATISFACTION Almost Satisfied Т 0% 
Disappointed 0% Disappointed 0% Disappointed 0% 
Delighted Т Т 2296 Delighted Т $ 2496 Delighted Т $ Т Т $ 5096 
р hl S icfi d ө е e e [ ] ө e 69% Hi hl с A fi d e © e е е е [ ] 71% Т hl с icfi d С 7 С 2 è e e 50% 
COST Highly Satisfie тт ттт т 0 COST ighly Satisfie ToTTTTTT © COST ighly Satisfied M qn qn qn qm е 
SATISFACTION Almost Satisfied 77 9% SATISFACTION Almost Satisfied 77 5% SATISFACTION Almost Satisfied 096 
Disappointed 0% Disappointed 0% Disappointed 0% 
ORG FIT 1: СОЅТ 2:PREVIOUSLY INSTALLED PRODUCT OR VENDOR ORG FIT 1:COST 2: MANAGING RISK AND POTENTIAL FAILURE ORG FIT 1: СОЅТ 2: ARCHITECTURAL PLATFORM FIT 
3: SIZE AND MARKET SHARE OF VENDOR 3: ARCHITECTURAL PLATFORM FIT 3: EXISTING PERSONAL RELATIONSHIP 
CAP COST FEAT ORG CAP COST FEAT ORG COST FEAT ORG 
IMPORTANCE IMPORTANCE IMPORTANCE 
40% 4% 34% 22% 41% 4% 34% 21% 39% 4% 22% 35% 
PLAN TO RENEW 94% PLAN TO RENEW 100% PLAN TO RENEW 
аы рты r=: ee v) Ent ТИШ a E e we м) ое оп Кеете ар сате X pedidos onc ^^ E =) Ss 15 


Product Scorecard / Comparisons INFO-TECH 


R E S & AIR G ln GIR @ ІШ Р 


See how involvement with the product affects satisfaction across the 
Vea rs See how longevity of ownership affects satisfaction across the | По lve m (D nt product. Because users can be involved with a product in more than 


product. one capacity, the % of Respondents column doesn't necessarily add to 


п А 
of Ownership In what year did you implement Inflectra SpiraTeam? of Customers idi 


What is or was the nature of your involvement with this product? 


% OF HOW LIKELY TO VENDOR FEATURES AND LIKELY TO LIKELY 
% OF HOW LIKELY TO VENDOR FEATURES AND 
RESPONDENTS RECOMMEND? CAPABILITY FUNCTIONALITY RENEW INVOLVEMENT RESPONDENTS RECOMMEND? CAPABILITY FUNCTIONALITY 
1 1996 76% 76% 75% 100% 
IT LEADER OR MANAGER 52% 87% 80% 79% 100% 
2 12% 96% 86% 76% 100% 
IT DEVELOPMENT, INTEGRATION, AND ADMINISTRATION 39% 92% 78% 73% 91% 
3 7% 93% 82% 80% 100% 
INITIAL IMPLEMENTATION 39% 89% 76% 75% 100% 
4 43% 86% 77% 79% 100% 
BUSINESS LEADER OR MANAGER 39% 91% 79% 80% 100% 
5 11% 100% 82% 80% 100% 
VENDOR SELECTION AND PURCHASING 37% 90% 80% 81% 100% 
6-10 4% 89% 100% 98% 100% 
END USER OF APPLICATION 25% 83% 76% 73% 100% 
11+ 4% 100% 82% 68% -- 
VENDOR MANAGEMENT AND RENEWAL 24% 90% 79% 80% 100% 
AVERAGE 87% 79% 78% 97% 
AVERAGE 87% 79% 78% 97% 


Re le See how department or seniority affects satisfaction across the U sage Leve | See how the frequency of interaction with the product affects 


product. satisfaction. 


of С u sto m e KS Please select your current role. of С u Sto m е rs How often do you use the features and functionality of this software? 


ROLE % OF HOW LIKELY TO VENDOR FEATURES AND LIKELY TO USAGE % OF HOW LIKELY TO VENDOR FEATURES AND LIKELY TO 
RESPONDENTS RECOMMEND? CAPABILITY FUNCTIONALITY RENEW RESPONDENTS RECOMMEND? CAPABILITY FUNCTIONALITY RENEW 

INFORMATION TECHNOLOGY 

DAILY 61% 93% 80% 79% 100% 
C-LEVEL 
FINANCE 

WEEKLY 21% 70% 76% 75% 100% 
OPERATIONS 
INDUSTRY SPECIFIC ROLE 

OCCASIONALLY 9% 56% 73% 74% 100% 
HUMAN RESOURCES 
SALES AND MARKETING 

PREVIOUSLY USED 6% 93% 85% 74% 31% 
VENDOR MANAGEMENT = = = 28 m 
PUBLIC SECTOR 25 = = = cu 

RARELY OR NEVER 396 5696 73% 93% 45% 
CONSULTANT == ES = = БЕ 
STUDENT OR ACADEMIC ae == cm - E AVERAGE 8796 7996 7896 9796 

AVERAGE 8796 7996 7896 9796 
ае В) =ош r=: сарану v) eae A) E 3 iesus ое ъа Уды ion [2 mPlementation ар сетак ©) ieee аана ^^ E чот 16 


